Task 1B

Report Flowkey

Flowkey was founded by Jonas Gößling after he found out that there was no such platform available as Flowkey. Flowkey offers people the option to learn how to play the piano online. There are instruction videos on YouTube, but FlowKey has a software available which can recognise which notes you play. This enables the user to learn to play way quicker, as if you were taught by a real-life teacher. The people who play the piano are real-life people, of course, and they are top class musicians. They play the songs, which the user has to play along to. 

Jonas Gößling started from his University, who was very helpful. They gave him his first financial support, but he was looking for business angels and other investors at the same time. His University brought him into contact with a business angel and he gave him the resources he needed to get his company up and running. The platform itself is not online for such a long time, but the beta version existed for quite a while already. The funding were needed primarily for starting up the application. He also got support from the local government in Berlin.

After this financial injection, the ball started rolling and once he had his platform up to the standard he wanted, he launched it. Via other contacts, he got in touch with Yamaha. This enabled him to reach a larger audience. At the moment of the interview, he had 1,000,000 users of his application. Of course, these are not all paying users, but he was seeing an incline in paying users and therefore revenue. He did not want to share the exact details.

[bookmark: _GoBack][image: ]A tip he gave to us was, if you pursue a dream to start up your own company, focus on setting up the company only. All the rest should come at a second place, but of course until a healthy balance. He also told us that the financial injections he received were very helpful, but that he would have gotten where he is now in another way as well. You do have to keep your goal clearly in your mind and pursue it. He was working for about 4 years on the idea and setting up the company alone.
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Key Partners Key Activities



Key Resources



Value Propositions Customer Relationships Customer Segments



Channels



Cost Structure Revenue Streams



Who are our Key Partners?
Who are our key suppliers?
Which Key Resources are we acquiring 
from partners?
Which Key Activities do partners perform?



What Key Activities do our Value 
Propositions require?
Our Distribution Channels?
Customer Relationships?
Revenue streams?



What value do we deliver to the customer?
Which one of our customer’s problems are we 
helping to solve?
What bundles of products and services are we 
offering to each Customer Segment?
Which customer needs are we satisfying?



What type of relationship does each of our Customer
Segments expect us to establish and maintain with 
them?
Which ones have we established?
How are they integrated with the rest of our business 
model?
How costly are they?



For whom are we creating value?
Who are our most important customers?



What Key Resources do our Value Propositions 
require?
Our Distribution Channels? Customer 
Relationships?
Revenue Streams?



Through which Channels do our Customer Segments
want to be reached?
How are we reaching them now?
How are our Channels integrated?
Which ones work best?
Which ones are most cost-efficient?
How are we integrating them with customer routines?



What are the most important costs inherent in our business model?
Which Key Resources are most expensive?
Which Key Activities are most expensive?



For what value are our customers really willing to pay?
For what do they currently pay?
How are they currently paying?
How would they prefer to pay?
How much does each Revenue Stream contribute to overall revenues?
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Key partners: Yamaha



Key suppliers: none



Key resources acquired 
from partners: Contacts, 
clients 



We offer an easy and good 
looking platform for clients 
to learn how to play the 
piano. 



We offer a wide variety of 
packages to our customers, 
starting from a free version, 
to a monthly subscription. In 
the latter one, you have 
everything available to you



For people who are short 
in time and who do not 
want to pay for a real-time 
music teacher. There are 
lessons for starters as 
well as for people who 
can already play very 
well.



Text Customer Relationships are 
held online, through our 
platform. 



Money for developers and 
materials for developers like 
computers etc.



Through the Internet and 
through a collaboration model 
with Yamaha. When someone 
buys a piano from them, they 
get a year of Flowkey for free.



Monthly subscriptionsEmployees and materials
 for the developers
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Key suppliers: none
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from partners: Contacts, 

clients 

We offer an easy and good 

looking platform for clients 

to learn how to play the 
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packages to our customers, 

starting from a free version, 

to a monthly subscription. In 

the latter one, you have 

everything available to you

For people who are short 

in time and who do not 
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